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INTRODUCTION 
BUSINESS EDUCATION IN THE SEC01IDARY SCHOOL 
Until the modern industrial revolution, there wa s 
practically no need for the school to pay attention to voca-
tional subject matter as such; though in a general way all 
secondary and college education had a vocational or prevo-
cational trend in that it pointed toward the learned profes-
sions and public service. Before the industrial revolu-
tion, the trades and the business vocations were not so high-
ly spec ialized as to prevent those interested in them from 
learning largely by direct methods of observation, partici-
pation, and imitation. This is no longer possible in 
most cases. In fact, observation of the industrial and 
mercanti le processes is now so difficult that many young 
people have no idea of the vocation by which they are sur-
rounded and the various waya in which it is possible to 
earn a living in their immediate environment. The 
school, as the instrument of society, has therefo·re acquired 
a nevr responsi bi li ty. It has to undertake more definitely 
the task of interpreting to children the vocational inter-
ests a.nd the vocational demands of the day. Consequently 
the curriculum must include mor e vocational mat ter tha n it 
has ever done in the pas t. 
Technical , business, and home economics courses 
have taken places in the curricula. In fact, a most con-
eerv8.tive estimate places the proportion of secondary school 
students who are taking secondary school courses fitting 
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them for business careers at no less tha n thirty-five per 
c ent of the tota l enrollment. In the populous centers 
the proportion runs as high as sixty-five per cent. 
When we con s ider tha. t high school education for 
business is of recent development, the s e proportions be-
come real ly significant. Not only do they indicate the 
trend of education; but they also point out a responsibility 
that modern educa tors must meet in order to keep abreast 
with the progress. The early development of business ed-
ucation followed the path of least resistance a nd was not 
e.lways ad jus ted to the real needs of s tudents or communities. 
More recently serious effort has been made to bring the schools 
a nd the business world into a closer ha rmony. This is re-
s ulting in marked changes in the content of t he business sub-
jects , the methods of presenting them, and the sequence in 
which they are given. 
There has come into existence a body of new know-
ledge. One by one, new s ub jects have been admitted to the 
curriculum, and each has been tried and found acceptable. 
The economic development of the ·world has dema nded a recog-
nition of the fact that if the schools a re to fulfil their 
obliga tions they must train young people for places in busi-
ness a nd industry as well as give . them a background of cul-
ture. Again, mente:i.l characteristics, preferences, and 
abilities are so widely varied that the old t .raditiona l field 
of learning is too limited and is without appeal to the great 
number of the more practica lly inclined. 
This viewp oint was not accepted without a struggle. 
2 
The conservatives in educational circles regarded such de-
pa.rtures with disapproval. Their attitude was tha t the 
new learning had as its sole purpose the making of dollars, 
instead of inculcating a knowledge of those things whi ch 
make life worth while. And yet to-day we find that the 
secondary school can so arrange its instruction that the 
young man a nd young woman may now pAss from its doors to 
the office and factory and still obtain the same general 
cultural advantages which the old t ype of education gave, 
plus a most useful and salable practica l skill. Nor is 
the disciplinary value of the new learning inferior. 
That business education is to prepare for busi-
ness, is too broad a generaliza tion which carries little 
of a defi nitely con st ructive nature. Education of any 
kind must assume certain obli ga tions, among which are in-
cluded a development of high moral : charac t er, a training 
in citizenship, and an appreciation of those things which 
make for a well-rounded-life. It i s a strong argument 
in favor of the four-year business course that it not only 
ena bles the school to offer vocationa l work, but also to 
permit the inclusion of subjects which point the way to a 
profitable use of leisure time. 
The colleges and universities are becoming more 
liberal in regard to the scope of vrork they accept in meet-
ing entra nce requirements. Business subjects are recog-
nized by all but a few institutions . The student who as-
pires to a college degree need not regret that he selected 
the business course in the high school, if the course corres-
ponds to our modern theories in commercial education. 
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It is my contention that in the following matter 
I shall produce such tangible evidence as will give my thesis 
just validity. The material is derived from two relie.ble 
sources: 
1. The Fourteenth Census of the United States, 
1920. Population--Occupational Statistics--Volume IV. 
From t h is information I shall make an analysis of occu-
pations by which the commercial curriculum must be 
guided. 
2. The commercial education portion of some of 
the more important educational, vocational, and indus-
trial surveys in this country. 
From these two b a sic sources I shall come to practical con-
elusions. Without this clear sense of purposes and re-
lation ships the organization of a rational curriculum in any 
type of school is far from valid. Many people planning 
business courses and teaching business subjects have planned 
and taught often in terms of tradition, custom, or at best, 
immediate goals. 
It will be obvi-ous that courses in business educa-
tion should be built up in terms of purposes. To determine 
the general objectives of business education and to sugg est 
the place of each is the purpose of this work. 
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ANALYSIS OF OCCUPATIONS FROM THE FOURTEENTH CENSUS OF THE UNITED 
STATES, 1920, OF lvi.ALES AND FEMALES OVER 10 YEARS OF AGE, BY WHICH 
THE C01~RCIAL EDUCATION CURRICULUM MUST BE GUIDED 
ALABAMA 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers 
Clerks (except clerks in stores) 
Col l ectors 
Messenger, bundle, and office boys 
Stenographers and typists 
ARIZONA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Cler ks (except clerks in stores) 
Mes s enger, bundle, and office boys 
Stenographers and typists 
ARKANSAS 
Clerlcs in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
Males Females 
2, 313 976 
418 
10,119 4, 231 
652 
1,110 
3,388 2,279 
113 
7,087 1,692 
501 
1,002 
403 3,469 
791 30? 
2,2?8 910 
299 
260 
993 673 
90 
2,033 569 
. 15? 
164 958 
1 '929 81? 
7,342 2,926 
391 
824 
2, ?36 1,591 
347 
3,554 1,075 
451 
232 2,192 
(Note--Many of the "Clerks in stores" probably are "Salesmen".) 
( 11 --Messenger, bundle, and office boys; except telegraph 
messengers.) 
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CALIFORNIA 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
COLORADO 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) · 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
~tenographers and typi sts 
CONNECTI CUT 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and audi tors 
Agents 
Bookkeepers and cashiers 
Canvassers a nd collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
DELEWARE 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and audi tors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks , (except clerks in stores) 
Messenger , bundle, and office boys 
Stenographers and typists 
Males 
10,753 
2,642 
41,744 
6,657 
6,386 
13,142' 
2,540 
39,477 
2, 896 
2,088 
2,136 
941 
8,673 
1,185 
1,142 
3,020 
346 
7,205 
810 
656 
3, 915 
591 
8,300 
1,746 
1' 356 
3,676 
454 
20,400 
1,429 
751 
385 
1,113 
374 
284 
531 
95 
2,728 
267 
236 
Females 
6,386 
18,081 
882 
568 
17,103 
305 
15,116 
655 
25,584 
1,427 
3,760 
3,266 
2, 583 
5' 379 
2 ,468 
4,674 
257 
6' 350 
13,316 
11,215 
307 
820 
701 
1,470 
1,511 
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DISTRIC'l' OF COLUMBIA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and a uditors 
Agents, canvassers and collectors 
Bookkee~ers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
FLORIDA 
Clerks in stores 
Salesmen and saleswomen (stores) 
A~countants and auditors 
Agents 
Bdokkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
Clerks in stores 
Sales agents 
Salesmen and saleswomen 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers 
GEORGIA 
Clerks (except clerks in stores) 
Collectors 
Messenger, bundle, and office boys 
Stenographers and typists 
IDAHO 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkee~ers and cashiers 
Clerks (except clerks in stores) 
Stenographers and typists 
Males 
1,477 
3, 696 
2,309 
903 
1,374 
20,559 
3,238 
1,495 
1,556 
5,477 
544 
839 
2,341 
371 
4,243 
876 
269 
3,517 
905 
15,040 
1,203 
1,760 
5,724 
161 
11,065 
802 
2,460 
756 
677 
2,533 
295 
277 
1,018 
1,529 
Females 
1,161 
2,240 
437 
77 
1,889 
29' ~90 
326 
11,034 
878 
2,287 
1,675 
1,334 
2,530 
1,623 
5,241 
3,606 
3.46'1. 
6,477 
443 
1,184 
950 
433 
1 '257 
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ILLINOIS 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys and 
Stenographers and typists 
Clerks in stores 
Sales agents 
INDIANA 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeefers and cashiers 
Clerks except clerks in stores) 
Messenger, bundle, and office boys and 
Stenographers and typists 
Clerks in stores 
Sales agents 
IOWA 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
KANSAS 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Aeents, canvassers and collectors 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
Males 
21,972 
2,899 
63,027 
9,999 
12,580 
20,562 
3, 094 
98.119 
girlal0,592 
4,153 
6,342 
1,165 
19,79'7 
2,019 
4,202 
6,087 
21' 529 
girls 1,'719 
810 
4,646 
706 
16' 619 
1,199: 
2,9?6 
4,620 
11 '9 31 
1,110 
641 
3,521 
696 
10,889 
853 
2,286 
3,246 
9,520 
933 
596 
Females 
19,709 
25 t '79 2 
1,413 
868 
27,510 
556 
50,29 3 
1, 535 
5'7,8'71 
5,'744 
10,274 
296 
488 
10,247 
8,588 
499 
12,799 
3, 692 
8,947 
386 
8,014 
5 '296 
' 9,940 
2,588 
5,657 
321 
5,26? 
3,776 
5,717 
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KENTUCKY 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Clerks (except clerks in stores) 
Bbokkeepers and cashiers 
Messenger, bundle and office boys 
Stenographers and typists 
Clerks in stores 
Sales agents 
LOUISIANA 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeepers and cashiers 
Clerks ( excep t clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
MAI~lE 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeerers and cashiers 
Clerks (except clerks in stores) 
Stenographers and typists 
Clerks in stores 
Sales a g ents 
MARYLAND 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Bookkeepers and cashiers 
Agents, canvassers and collectors 
Clerks (excep t clerks in stores) 
Messengers , bundle, and office boys and 
Stenographers and typists 
Males 
3,449 
446 
10,083 
839 
2,135 
11,327 
4,144 
1,247 
645 
3,922 
381 
8,382 
891 
2,001 
4, 091 
11,636 
1,983 
929 
2,322 
4,176 
442 
528 
1' 392 
4,521 
4,274 
598 
10,875 
1,787 
3,861 
2,477 
19,835 
girls 2,216 
1,145 
Females 
2,134 
5,668 
284 
3,588 
4,499 
5,808 
1,805 
4,158 
2,073 
2,829 
5 t 136 
1,317 
2,198 
2, 793 
1,854 
2,937 
2,538 
6,127 
225 
3_, 881 
241 
8,287 
298 
8,617 
9 
MASSACHUSETTS 
Clerks in stores 
Sales agents . 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
MICHIGAN 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeeuers and cashiers 
Clerks (except clerks in stores) 
Males 
12,436 
1,864 
39,437 
5,084 
5,410 
11,160 
1,548 
54,5 33 
and girls 5,492 
2,004 
6,570 
839 
25,542 
4,672 
6,132 
8,228 
Messenger, bundle and office boys and girls 
Stenographers and typists 
38,515 
1,848 
1,367 
MINNESOTA 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers, and collectors 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Messeng er, bundle and office boys and girls 
Stenographers and typists 
Clerks in stores 
Salesmen and saleswomen 
Agents 
MISSISSIPPI 
Bookkee~ers and cashiers 
Clerks {except clerks in stores) 
Messenger, bundle and office boys 
Stenographers and typists 
5,592 
1,051 
18,761 
2,226 
4,584 
6,551 
19,665 
1,410 
924 
1,550 
5,660 
683 
2, 352 
3,224 
634 
Females 
7,334 
19,271 
956 
387 
29,286 
358 
30,803 
.708 
32,721 
6,559 
13,546 
604 
544 
13,586 
18,107 
571 
19,592 
4,640 
9,439 
349 
360 
8,342 
9,002 
431 
13,998 
875 
2,307 
1,265 
950 
1,598 
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MISSOURI 
Clerks in stores 
Sales agen ts 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
MONTANA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle and office boys 
Stenographers and typists 
Males 
10,841 
1,?16 
29,385 
3,489 
6,522 
8,855 
35,2?5 
and girls 3, 399 
1,?11 
1,15? 
3,117 
33? 
589 
1,482 
2,956 
290 
NEBRASKA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
NEVADA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Stenographers and typists 
2,883 
8,712 
8?8 
1,4?1 
2,55? 
283 
? '696 
503 
422 
284 
389 
135 
206 
55? 
Females 
6,215 
12' 351 
419 
612 
10,345 
14,008 
558 
20,191 
?90 
1,450 
1,417 
882 
2,084 
2,384 
4,002 
3,820 
3,590 
5,4?9 
100 
169 
183 
289 
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NEW HAMiJ?SHI RE 
Clerks in stores 
Salesmen and saleswomen 
Accountants and auditors 
Agents 
BookkeeFers and cashiers 
Clerks (except clerks in stores) 
Stenographers and typists 
Males 
1,425 
2,193 
200 
295 
611 
2,773 
NEW JERSEY 
Clerks in stores 
Sales Ag ents 
Sa lesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeefe r s a nd cashiers 
Clerks exc ept clerks in stores) 
Mess enger, bundle, and office boys 
Stenographers and typists 
8,522 
2,305 
23,680 
6,263 
6,560 
12,214 
55,182 
and girls 4,485 
2,754 
NEW MEXICO 
Clerks in stores 
Salesmen and saleswomen (stores) 
Agents 
Bookkeer ers a nd cashiers 
Clerks {except clerks in stores) 
Messenger, bundle, and off ice boys 
Stenographers and typists 
577 
1,457 
157 
542 
1,061 
152 
NEVI YORK 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Collectors and canvassers 
Clerks (excep t clerKs. in stores) 
Messenger, bundle and office boys 
Stenographers and t ypists 
36,995 
5,608 
118,946 
18,021 
16 '943 
43,218 
5,262 
190,228 
a nd girls 19,683 
9,823 
Females 
920 
1,114 
1,983 
1,523 
1,464 
4,455 
10 t 069 
424 
368 
11,770 
25,322 
432 
25,852 
283 
502 
386 
275 
618 
21,051 
43,782 
1,800 
1,578 
58,624 
664 
95,208 
1 '993 
103,721 
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NORTH CAROLINA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle and office boys 
Stenographers and typists 
NORTH DAKOTA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Clerks texcept clerks in stores) 
Stenographers and typists 
OHIO 
· .. 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers and collectors 
Clerks (excep t clerks in stores) 
Messenger, bundle and office boys and girls 
Stenographers and typists 
Clerks in stores 
Sales agents 
OKLAHOMA 
Salesmen a nd saleswomen (stores) 
Accountants and auditors 
Agents , canvassers and collecto r s 
Bookkeepers a nd cashiers 
Clerks (except clerks in stores 
Me s senger, bundle, and office boys 
Stenographers and ty~ists 
Males 
3,045 
11,042 
443 
1,040 
3,787 
5,737 
1,188 
944 
3,017 
238 
1,274 
953 
1,546 
12,600 
2,952 
44,702 
7,132 
8,210 
14,756 
2' 31 '7 
64,718 
3,936 
2,463 
3,370 
520 
11,526 
1 '297 
2,155 
4,718 
7,485 
649 
580 
Females 
1' 331 
3,630 
2 ,267 
1,732 
3,624 
720 
1,152 
900 
750 
1, 3'74 
11,816 
24,058 
1,038 
621 
23,007 
5 39 
26,863 
635 
34' 394 
1,890 
5,135 
278 
3,925 
2,980 
5 '431 
1 3 
SOUTH DAKOTA 
Clerks in stores 
Salesmen and saleswomen (stores) 
Agents 
Bookkeeprs and cashiers 
Clerks (except clerks in stores) 
Steno graphers and typists 
TENNESSEE 
Clerks in stores 
Sales a gents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers 
Clerks (excepting clerks in stores) 
Collectors 
Messenger, bundle and office boys 
Sten ographers and typists 
TEXAS 
Clerks in stores 
Sales a gents 
Salesmen and s a leswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeep:ers; and ca shiers 
Clerks (excep t clerks in stores) 
Messenger, bundle and office boys 
Stenogra phers and typists 
Clerks in stores 
Sales agents 
UTAH 
Salesmen and sa leswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeepers and cashiers 
Clerks (excep t clerks in stores 
Messenger, bundle, and office boys 
Stenographe r s and typists 
Males 
1,06? 
3,153 
1,002 
8?5 
1,531 
3,?06 
8?5 
11, ?35 
823 
1,515 
4,246 
213 
9,466 
635 
1,148 
570 
9 '359 
1,692 
30,816 
3,343 
5,592 
12,444 
25,496 
3,102 
2,006 
5?6 
152 
3,729 
54? 
810 
1,388 
2,953 
369 
288 
Females 
88? 
1,640 
1,445 
?73 
1,468 
1,654 
4,652 
3,345 
2,872 
5 '658 
4,?42 
12 '925 
259 
519 
7,512 
? '549 
435 
13' 608 
580 
2,049 
1,065 
866 
2,183 
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VERMONT 
Clerks in stores 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Clerks (except clerks in stores) 
Stenographers and typists 
VIRGIJUA 
Clerks in stores 
Sales agents 
Salesme~ and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Bookkeepers and cashiers 
Clerks (exc$p t clerks in stores) 
Messeng ers, bundle, and office boys 
Stenographers and typists 
Clerks in stores 
Sales agents 
WASHINGTON 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers, and collectors 
Bookkee~ers and cashiers 
Males 
6?? 
1,?86 
155 
16? 
550 
1,8?5 
4,140 
518 
11, 0?9 
l, 009 
1,994 
4,244 
14,159 
1,618 
?61 
3,42? 
356 
13, ?08 
1,9?6 
2,62? 
4, 395 
11,643 Clerks texcept clerks in stores) 
Messenger, bundle, and office boys 
Stenographers and typists 
and girls 920 
Clerks in stores 
Salesmen and saleswomen 
Accountants and auditors 
Agents 
WEST VIRGINIA 
Bookkeepers and cashiers 
Canvassers and collectors 
Messenger, bundle, and office boys 
Stenographers and typists 
Clerks (except clerks in stores) 
61? 
2,?10 
5,814 
532 
?66 
3,062 
296 
429 
3?3 
6,462 
Females 
404 
895 
1,150 
?99 
1,33? 
2,004 
4,546 
3,603 
5,552 
6,63? 
2,816 
6,136 
295 
228 
5,48? 
4,626 
2?2 
8,454 
1,820 
2,659 
1, 689 
3,164 
1,?68 
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WISCONSIN 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers and collectors 
Hookkeevers and cashiers 
Clerks (except clerks in stores) 
Messenger, bundle and office boys and girls 
WYOMING 
Clerks in stores 
Salesmen and saleswomen (stores) 
Agents, canvassers and collectors 
Bookkeeners and cashiers 
Cler~s texcept clerks in stores) 
Stenographers and typists 
Males 
3,786 
1,082 
12,762 
1,825 
3,314 
5,656 
18,048 
1,770 
453 
956 
150 
507 
1,151 
Females 
4,876 
9,202 
278 
298 
8,079 
8,373 
12,309 
252 
419 
439 
364 
588 
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THE CITIES FOR WHICH A SID,m ARY OF ITS COMMERCIAL EDUCATION SURVEY 
IS TO FOLLOW 
NEW YORK, NEW YORK 
Clerks in stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvass ers and collectors 
Clerks (except clerks in stores) 
Messenger, bundle, and office boys and 
Stenographers and typists 
Clerks in stores 
Sales agents 
PORTLAND, OREGON 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers, and collectors 
~ookkee?ers and cashiers 
Clerks ~except clerks in stores) 
Males 
26,114 
3,190 
8'7,658 
12,262 
11,266 
30,18? 
3, 69? 
13?,283 
girls 15,9?5 
?,146 
899 
26? 
4,375 
853 
967 
1,208 
Messenger, bundle, and office boys and girls 
Stenographers and typists 
3,925 
430 
208 
Clerks in stores 
Sales a g ents 
CLEVELAND , OHI 0 
Salesmen and saleswomen (stores) 
Accountants and auditors 
Agents, canvassers, and collectors 
Bookkeeners and cashiers 
Clerks {except clerks in stores) 
Messenger, bundle, and office boys and girls 
Stenographers and typists 
1,848 
735 
8,??4 
1,683 
2,168 
2,712 
14,642 
976 
481 
Females 
12,191 
2?,278 
1,025 
1,123 
39 '209 
300 
68.949 
1,45'7 
72.5 35 
822 
2,108 
117 
103 
1,972 
1,924 
140 
3,158 
1,897 
4,707 
200 
223 
4, 091 
7,214 
154 
8,456 
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Clerks in stores 
Sale s agents 
DENVJl:iR, COLORADO 
Salesmen and s a leswomen (stores) 
Accountants a nd a uditors 
Agen ts 
Bookkeepers and cashiers 
Canvassers 
Clerks (exc ept clerks in stores) 
Messenger , bundle, and office boys a nd girls 
~tenographers and typi sts 
INDIANAPOLIS, I NDIANA 
Cl erks in stores 
Sales agents 
Sa lesmen a nd saleswomen (stores) 
Accountant s and a uditors 
Agent s , ca nvassers and collectors 
Bookke epers and cashiers 
Clerks (ex cept clerks in store s ) 
Messenger, bundle, a nd office boys a nd girls 
Stenographers and typists 
MINNEAPOLIS, MINNESOTA 
Cl er ks i n stores 
Sales agents 
Salesmen and saleswomen (stores) 
Accoun tants and auditors 
Agents, canvassers and collectors 
Bookkeevers and cashiers 
Clerks (exce p t clerks in stores) 
Messenger , bundle, and office boys a nd girls 
Stenographers and typists 
PHILADELPHIA, PENl'rSYL VANIA 
Clerks in stores 
Sales agents 
Salesmen or saleswomen (stores) 
Accountants and auditors 
Agents 
Bookkeepers and cashiers 
Canvassers a nd collectors 
Clerks (except clerks in stores) 
Messenger , bundle, and office boys and girls 
Stenograph ers a nd typists 
Males 
1,111 
7 33 
4, 9 36 
930 
720 
1,578 
72 
4,599 
550 
468 
1,144 
309 
4,675 
6'79 
1,132 
1,411 
5,5 47 
489 
247 
1,358 
390 
?,689 
9'78 
1,577 
2, 317 
'7,316 
589 
324 
5,552 
779 
22,466 
3,491 
2,912 
6,245 
1,297 
35,603 
3,616 
1,574 
Females 
'7 36 
1,800 
1,708 
1,806 
161 
3 , '7 23 
1,066 
1,875 
84 
111 
1,999 
2 , 569 
219 
3,994 
1,001 
3,1?7 
139 
162 
3,206 
3,625 
172 
5,956 
4,321 
10,364 
350 
294 
10,54'7 
137 
17' 109 
516 
16,270 
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UNITED STATES 
THE CENSUS ENUMERATION 
Clerks in stores 
Salesmen and saleswomen: 
Auctioneers 
Demonstrators 
Sales agents 
Salesmen and saleswomen 
(stores) 
Clerical Occupations: 
Agents, canvass~rs, and 
collectors: 
Agents 
Canvassers 
Collectors 
Bookkeepers, cashiers, and 
ac c oun tan t s 
Total 
414,918 
1,1??,494 
5,048 
4,823 
41,841 
1,125,?82 
3,126,541 
1?5,??2 
130,338 
14,?05 
30,?29 
?34,688 
Clerks (except in stores): 1,48?,905 
Shipping clerks 123,684 
Other clerks 1,34?,992 
Messenger, bundle, and 
office boys a nd g irls: 113,022 
Bundle and cash boys 
and girls 6,9?3 
Messenger, errand, and 
office boys and girls 106,049 
Stenographers and typ ists 615,154 
~ 
243,521 
816' 352 
5,045 
1, 639 
40,20? 
?69, 461 
1,?00,425 
159,941 
121,428 
10,514 
2?,999 
3?5,564 
1,015,?42 
118,944 
882,068 
98,?68 
2,506 
96,262 
50,410 
Female 
1 ?0' 39? 
361,142 
3 
3,184 
1,634 
356' 321 
1,426,116 
15' 831 
8,910 
4,191 
2, ?30 
359,124 
4?2,163 
4,?40 
465,924 
14,254 
4,46? 
9,?8? 
564,744 
20 
SCHOOL EFFICIENCY 
A CONSTRUCTIVE STUDY APPLIED TO NEW YORK CITY 
June 1, 1911 to July 1, 1912 by Paul Henry Hanus 
Commercial courses are offered in eleven of the 
general high schools and in the two commercial high schools. 
In the general high schools the courses are three years long, 
except that one of these schools .(curtis) has a four years' 
course for boys. Of the two commercial high schools the 
High School of Commerce ( Mannatta~has a four years' course, 
and the Commercial High School (Brooklyn) has both a three 
years' and a four years' course. 
These schools have been analyzed in order to dis-
cover whether and to what extent they meet the need of voc-
ational training for the pupils who attend them. In the 
general high schools the subject-matter of the commercial 
courses is largely clerical--bool(keeping, business arithme-
tic, stenography, and typewriting. This subject-matter · 
has been and evidently is still regarded as instruction in 
commerce, although it is not really such instruction at all. 
It can only train office clerks. It gives no insight into 
and develops no power to deal with the data or materials of 
commerce--business organization, activities, problems, and 
opportunities. In the two commercial high schools the 
clerical subjects are also prominent, but commercial science, 
commercial foreign languages, and economic subjects are 
added. Clerical subjects are therefore prominent in all 
the schools. There is also comparatively little relation 
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between the "academic work" in these courses and their real 
purpose; the mathematics, modern languages, and sciences 
are those designed to meet the Regents' requirements, which, 
in turn, are planned to meet the traditional academic or 
college entrance requirements. 
Moreover, there is not satisfactory differenti-
ation between commercial courses for boys and those for 
girl s , especially in the general high schools. The wis-
dom, of such differentiation is seen, however, when we study 
the occupations open to boys and those to girls. 
Clerical training at best constitutes only a very 
small part of training for business, and is not an essential 
part of it. Nor should the idea prevail that a start as 
an office clerk launches a youth on a business career. 
Sometimes it does, but not because he is a trained office 
clerk. Investigations into promotions and transfers in 
business houses show that employ~es in clerical work are not 
often. promoted by transfer to other departments. Employees 
tend to remain in the departments in which they began; and 
the limit to advancement in the office force is soon reached. 
In general, not more than about fifteen per cent 
of the employees in in business houses in New York and Boston 
are found in clerical (office) positions, while from 40 per 
cent to 50 per cent of the entire force are found in the ac-
tive or competitive side of the business. Furthermore, 
business men do not regard the product of the commercial 
course or school superior to the product of other courses 
or schools. True, when they want office clerks they may 
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seek boys and girls who have been trained in such courses 
or schools, but not often when they want business ap:pren-
tices. This is because the "Business Schools" have 
gained a reputation for training clerks, but not other em-
ployees. 
The analysis of New York Ci t:y' s commercial courses 
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shows that, apart from the emphasis on clerical training, 
they are academic rather than vocational; and that, so far 
as they are vocational, they emphasize the least important 
aspect of corunercial training--clerical training. Fur-
ther, the courses in the two commercial high schools are 
lacking in intensiveness--too many subjects are pursued 
simultaneously and with too small allotments per week. In 
both these schools also the attempt is made to meet college 
admission requirements, and this interferes with satisfact-
cry realization of the main purpose, these schools should 
serve--vocational training for business. 
The commercial courses and schools suffer from a 
scarcity of teachers having co~nercial experience and an 
active interest in commercial education. In view of the 
present condition of the city's commercial education, prin-
cipals and teachers testify to the relatively lower grade 
of commercial pupils in re~pect to mental power, social 
grade, personal qualities, and ambitions, as compared with 
other pupils, particularly in the general high schools. 
Naturally, the ambitious and able pupil will not take a 
course that does not challenge his ability nor minister to 
his ambition. The fault here lies with the educational 
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authorities in failing to plan and carry out commercial 
courses that will appeal to the ablest and ~o s t amb itious, 
and to their parents as well. 
Since business men h a ve not experienced t he adv an-
t ages of commercially well-trained employees, they do not 
demand co~~ercial training. In general, they state frankly 
tha t they make no educational requirements of their employees, 
although, personal qualities and general intelligence being 
the same, the better educated are preferred. The solution 
of the problem of satisfactory commercial educa tion must be 
sought in the co-op er a tion of commerce and education. 
Recommendations were that a temporary special com-
mission b e app ointed by the Board of Education to consist 
of commerci al teachers temporarily relieved of their ordin-
a ry duties, to investi ga te toge ther with business men, busi-
ness conditions in rel a tion to commercial education, and . to 
lay the found a tion for co-opera tive rela ti ons between com-
mercial courses a nd schools a nd commercial houses. A re-
vision of New York City 's conception of commercial education 
was essential so as to secure ap9ropriate emphasis on the 
l a r g er and more important as p ects of business. 
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THE PORTLAND SURVEY--1913 
by Ellwood Cubberley 
The work offered follows the traditional lines of 
bookkeeping, penmanship, commercial arithmetic, stenography 
and typewriting, and commercial law, with somewhat more lib-
eral emphasis placed upon comn1ercial geography, history a nd 
principles of commerce, a nd economics than is to be found in 
t he average commercial course. Only two of the high 
schools off e r the commercial work. 
As Portla nd's interests are largely commercial, 
the cownercial work of her schools should be of the very 
best. It does not, however, excel in any particular. In 
comprehension of the problem, it is very mediocre. The 
presentation of the of the work, in places, is excellent; in 
spots it is inexcusably poor, and on an average it is only 
fair. The tex tbooks used are standard, but they are fol-
lowed too religiously. The time allotment for the differ-
ent subjects is reasonable; that given to stenography a nd 
t ypewriting is generous. The results, while fairly satis-
factory, are not commensurate with the time given to the 
work. The work done should be done equally well at a sav-
ing of one third in time, and time is an important element 
in business. Commercial students should not be so crowded 
in the earlier part of the work as to encourage superficiality 
or inaccuracy, and should be put under exacting tests for 
accuracy and speed before finishing the course. Profligacy 
of time is a common weakness in school-work; commerci a l work 
offers an excellent opportunity to minimize the evil. 
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The principal criticism to be passed upon the com-
mercial work in the P ortland high schools is its failure in 
points of contact with real thin gs. Little or no effort 
is made to take advantage of the excellent opportunities 
offered to vitalize the work, by putting it in touch with 
the bus iness phases of the school and the commercial life 
of the city. .No opportunity is offered young people employed 
in business to supplement their experience by commercial work 
in the high s chools. Classes should be organized for these 
people, and provision made for those who can attend school 
only part of the time. No pre-academic requirements should 
be made of them. If necessary" classes at irregular h ours 
should be organized for them. 
Pupils of the commercial department seemed to be 
as little f amiliar wi th and concerned about the city commer-
cially t h en those of other departments. There '.vas a gen-
eral lack of intelli genc e concerning the commerci a l enter-
prises in which Portland men are engaged and the opportuni-
ties offered future business men in these fields. No spe-
cial instruction was given on the qualities a nd qualifica-
tions necessary to meet the demands in business in general 
or in special lines of business. The cour se of instruc-
tion, as presented, s eemed to limit its purpose to produc-
ing young men and women who could take positions as subor-
dinate accountants, clerks, or stenographers. No l a r g e 
conceptions seemed to domina te the work. 
No attemp t, either, seemed to b e made to follow 
these young people after lea~ring school, to discover wha t 
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positions they secured and what success they had in filling 
them. The commer c i R-1 department a lso assu.rned no respon-
sib~lity for the busines s of the school in h a ndling, account-
ing f o r , and auditing the business - transa ctions necessary in 
paid entertainments, athletics, class dues, society funds, 
lunch-room moneys, etc. The departments were not even 
equipped with the regulation office furniture and fix t ures 
for s o-ca lled business practice, much le ss for l arge busi-
ness preparation. Portland seems to need more commercial 
teachers who are al ive and intelli gent a nd in sympathetic 
touch with the grea t conunercial movements of their own city; 
tee .. chers who h av e energy, courage, comprehensior.., and vision, 
and whose suggestions and recommendations will be heecled. 
In addition to the regular work offered in book-
keep ing a nd stenography and typewriting , advanced c l asses 
should be organized covering a year's additional work. 
The se s~o~ld be optional with oth er s ub j ects , and b e given 
full credit. Such advanced classes in stenography and 
typewriting could do all the clerical work ~f the school a nd 
much for the different departments of the city schools. In 
bookkeeping they could handle all the school bus iness. Pu-
pils from these classes should be sent out into the city, 
when possible, to do part-day work for bus iness and profes-
sional men. This would g i ve the school an opportunity to 
disctiver the defects of the individual pupils and of the work 
he did in scho ol, and to help in remedying b oth. 'rh is out-
side work should receive full recognition in school cred its. 
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CIJE"'n .i.Td\l'ID EDUCATION SURVEY 
BOYS Atm GI RIJS IN COHMERCIAIJ WORK--1916 
by Bertha Mor ·ton Stevens 
If we wish to generalize broadly about the work of 
boys and girls we can say with truth that the majority of 
boys begin as messengers or office boys and subsequently be-
come clerks or do bookkeeping work. As men they remain 
in these latter positiOl!IS or, in at least an equal number of 
cases, pass on into the productive or ad~~nistrative end of 
business. The majority of girls, first and last, are 
stenographers or to a less extent, assistants in bookkeeping 
or clerical work. There are, of course, boy stenographers 
and girl clerks, and there are women in general administra-
tive work; but tha t these are a minority this report has 
several ways of showing. 
The range of a boy's possible future in commercial 
occupations is as wide as the field of business. He can-
not at first be trained specifically a s a girl can be, be-
cause he does not know what business will do with him or 
wha t he wants to do · .. wi th business. The girl's choice is 
limited by custom. She can prepare herself definitely 
for stenography, bookkeeping, or machine operating and be 
sure that she is preparing for just the opportunity--and the 
whole opportunity--that business offers her. Her very 
li1nitation of opportunity makes preliminary choice and train-
ing definitely possible things. 
The usual commercial course gives impartially to 
28 
girls and boys two traditional "subjects" which they are 
supposed to apply in wage-earning, whatever part of the wage-
earning field they may enter. These are stenography and 
bookkeeping. These are rarel~r found in combination except 
in small offices; but the present purpose is to point out 
that they are n ot c-aps which fit boys and girls alike. 
A distinction is to be made between the clerkship 
which boys for the most part hold and the general clerical 
work which girls do. The essential difference is tha t boys' 
work is unified and is a definite, separate, responsible part 
of the business, usually in line for promotion to some other 
clerk-ship; the girls' is a miscellany of more or less unre-
lated jobs and is not a preparation for specific promotion. 
The kind of training now given in the best commer-
cial schools is well sui ted to the needs of girls. . When 
questions of training were discussed with girl graduates of 
the High School of Commerce and .their employers, genera l 
satisfaction was expressed by both groups. Such unfav-
orable criticisms as were made did not touch upon the kind 
of training given; they did not point out parts of the 
training as unnecessary or unused, they related chiefly to 
the amount or quality of the training. If any girls were 
found deficient, the remedy lay in giving them more drill 
in the same things they had already been taught. And be-
caus e the s e ins t a nces were very few it must b e concluded 
tha t the school on the whole is traveling in the right di-
rection, and tha.t the minority of students which do not 
come up to the standard of the others must be prevented by 
some personal handicap. 
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It is true that employers do not, in most po s itiona 
for boys, me,ke a general rule of seeking out the boy who has 
had conwer cial training . They care more about what kind 
of a boy he i s than ab out how much or what he knows. Some-
times they say they prefer to t ake bo ys withou t either high 
sch ool or commercial prepara tion. They say tha t boys who 
have it "know too much", meaning they are not willing to 
b egin at the bottom, which is necessa ry in any busines s. 
It is this, and . not maturity or overtraining , which employ ers 
really object to. But those who do not support commercial 
tra ining think of it as it is and has always been, and they 
are not as a rule imagina tive of its possibilities. 
The two most i mportant things to note in planning 
the regula r day course in training for the mas s of boys 
are that it should be g eneral, not aiming to fit for s pecial 
positions; and that it should be s i mplified as much as it 
can be. Business needs, neither a quanitity nor a variety 
of acquirements, but thoroughness in ordinary things. 
Maturity at the beginning of wage-ea rning is not 
in the case of boys an a s set, as it is with girls; for much 
of b oys' training must, under any circums tances be supple-
mented by business its elf. Therefore, if the school can 
shape its training so as to give adequate prepa r a tion in 
less than four years to t hos e who cannot afford to remain 
to the end, it vdll be performing a justifiable service. 
Commercial training should be open to all students 
whom commercial subjects and methods can s erve best; but 
graduation s h ould depend upon a high standa rd of efficiency. 
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Stati s tics s how that commercial training is not to be looked 
upon, in a wholesale way, as a successful means of ~.king 
care of backward academic students. pommercial students' 
need for culture and other supplementary education may be 
even greater than that of academic students. 
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DENVER SURVEY FOR VOCA~IONAL EDUCATION--1916 
by Charles Allen Prosser and Wilson Hogan Henderson 
Introductory bookkeeping has been placed in the 
eighth grades of nine elementary schools. Penmanship, 
spel l ing and aritl~etic are also emphasized in connection 
with the commercial work. Typewriting by the touch method 
is also taught to the eighth grades of five elementary schools, 
a nd the theory of Gregg shorthand is presented to a limited 
numb er of pupils in t wo schools, but the latter subject has 
been discouraged so far. In some instances, this commercial 
work supplants certa in special subjects like a rt, music, and 
German, but generally it is an extra assignment outsid e of 
school hours--at noon and be f ore or after school. The 
teachers state that the pupils are so anxious to receive the 
instruction , tha t they gladly adjust t h emselves to any arrange-
ment proposed by the teacher. 
It is doub t ed that the vocational si gnificance of 
t h is training given for only an hour and a half a week to 
children who have not finished the eighth grade has any direct 
effec t. It is most excellent prevocati onal experience 
which will intere s t a nd awaken pupils and help them to dis-
cover whether they are adapted to some line of office work. 
In any scheme of prevocational training , either in the high 
school , opportunities of t h is kind should be offered. 
The commercial ins truct i on of the elementary schools 
need s to b e encouraged, but also needs to be organized and 
systematized. There sh ould be more definiteness and uni-
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formity in what is taught and how it is taught. The work 
should be accorded a regular place in the course of study, 
and conducted systematically, or eliminated altogether. 
The commercial course in the Denver High Schools 
is four years in length. During the first year the pupil 
gets instruction in penmanship, spelling, business forms and 
arithmetic for forty minutes a day, the remaining time be-
ing devoted to regular high school subjects which are pre-
scribed. In the second year the amount of time is increased 
to eighty minutes a day, which is given to bookkeeping, type-
writing, and penmanship, the remaining time being s pent with 
regular high school subjects, some which are prescribed and 
some elective. In the third and fourth years, t wo hours 
are given to commercial subjects, which, in addition to the 
fore going, include stenography,· commercial law, banking and 
office practice and economics. 
There can be no doubt that this course is on the 
whole very well adapted to the interests of a group of boys 
and girls who have four years to give to preparation, and 
every pupil desiring training for commercial work should be 
encouraged to take it. There is, however, another very 
l a r ge group who must get their training, if at all, in le s s 
tha n four years. These either drop out or go to the pri-
vate commercial schools. 
Many boys and girls do not take the commercial 
course of the high school, because in addition to requiring 
too many years, it does not offer training for effective 
wage earning in office work in the first and second years. 
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They want stenography because the modern office demands it, 
yet the present course does not offer it until the third 
year, and in the second year only forty minutes a day is 
given to it out of a five-day week. So with typewriting. 
The work is intensified in the third and fourth yea rs, but 
they do not remain to benefit by it. The wh ole course 
has been arranged on the theory that every pupil could or 
should spend four years in the high school before going into 
office work, when only about t wenty-one out of every one 
hundred enrolled in the ei ghth grade ever reac4 the fourth 
year of the high school, and more than eight out of every 
ten people in commercial work are not high school graduates. 
At present the high schools of the city have no 
equi pment except typewriters and one mimeograph located in 
one of the high schools. The modern office devices are 
just as necessary to the proper equipment for commerci al 
work of the four year as of the two year pupil. The great-
est deficiency in high school commercial courses in general, 
. is that the subjects of bookkeeping, commercial geography, 
shorthand and typewriting are taught as isolated subjects 
and not as an organized preparation for actual participation . 
in business. 
One of the most important commercial lines, be-
cause of the large number of people employed in it and the 
opportunities for good salaries and promotion, is that of 
salesmanship. Salesmanship is the largest single occupa-
tion in Denver. The public schools have as yet made no 
effort to train persons for such occupations. The old 
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idea that a salesman is born and that he cannot be taught, 
is giving way to the demonstrated fact that selling ability 
can be developed through training and experience. The 
need for such training is demonstrated by the fact that 
several large department stores are conducting salesma nship 
schools of their own. 
The Denver Reta il Merchants• Association unani-
mously approved of a plan for introducing salesmanship 
training into the Denver public schools and readily agreed 
to do all within its power to assist such courses when in-
troduced. The aim of the plan is to secure these results: 
First, to attract the attention of young people while in 
the public schools or afterwards to the desirability of 
salesmanship as a life work. Second, to attract promising 
young people to salesmanship work. Third, to give them 
and the stores which they serve, training, which will be 
valuable to them in their work as s a lesmen. 
Theae are the recommendations which were submitted 
by the committee: There should be a two years• course of 
commercial traini n g in the high school op en at any time to 
any pu pil who ha s finished the ei ghth g rade. Each yea r 
of this course should be a unit in itself so that if the 
pupil withdrew at the end of the first year, he would carry 
with him definite k nowledge and skill in doing something 
that the commercial world wants done. The hi gh schools 
should be equipped to give pu pils familiarity in the use of 
a ll t h ose devices and appliances usually found in the modern 
busines s offices. Opportunities should be provided in 
the offices of the school board, the v a ri ous schools of the 
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city and various business offic e s f or actual experience in 
office practi c e for the commercial student before graduation. 
Sale smanshi p s h ould b e added to the list of high school sub-
jects open to a ll students, but particularly to commercial 
students. The commercial work of the h i gh schools is of 
such la rg e and g rowing i mp ortance that it needs to be or-
ganized into a separa te department, under a distinct head , 
a nd ~~th a separate organization of subjects, pupils, a nd 
teachers. 
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REP ORT OF THE I ~IDIANAPOLIS, I1IDIANA, SURVEY FOR VOCATIONAL 
EDUCATION- - 1917 
by Charles H •. Winslow 
The survey mad e concerning the work of the com-
mercial departments in the Indianapolis high schools indi -
cates that the courses of stud y and the instruction meet , 
to a lare e degree, the requirements of the business inter-
ests of the city. The weaknesses in the department have 
been remedied l a r gely during the past few years by t he in-
troduction of cours es in office training, business orga niza -
tion, commercial law, and penmanship-s pelling . I n addition 
a serious effort has been made during recent years to find 
out the demands of business and to provide such training in 
t he commercial departments of t he high schools as will meet 
these demands. 
The cour s e in office training covers one-half year 
~.nd trains students in the use of common office equipment 
e,nd g ives practice in all modern office methods. The coursE;) 
in commercial law is one-half year or one year in length, 
covering the l aw of contracts, agency, partnershi ps , corp or-
at ions , real _and pers onal property, insurance and bailn1ents. 
The course in busine ss organization covers one-hal f 
year and deals with the study of the organization of business. 
It should perhaps be called a business survey. Much time 
is devoted to a study of marketing methods, especially as 
applied to retail business. The chain-store and the mail-
order house are studied. Attention is also given to a 
study of the history a nd development of transportation in 
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the United States. 
The course in penmanship-s pelling covering one-
half year was introduced to improve both penmanship and 
spelling for students. 
While it is generally agreed that no student is 
sufficiently well-qualified to accept an office position 
without a complete high school education, yet it is believed 
tha. t provisions should be made for pupils who are able to 
attend high school for a. period of only one or two years. 
The Conuni ttee, recommended that a short, intensive two-year 
course be provided for all such pupils which may be t~ken 
up i~nediately upon entrance into the high school. '.rhis 
course should include stenography and typewriting, business 
a rithmetic, penmanship-spelling, office procedure and prac-
tice, and the rudiments of bookkeeping. No mention is 
ma de of English because that is a requirment of ev ery cours e. 
The . Coin.rni t t ee believes that all the commercial work 
in the Senior Hi gh Schools of Indianapolis should be placed 
on a n efficient voca tiona l basis, that only such subjects 
sh ould be pursued in the course as are needed to master the 
particular business or office pursuit to be learned or as 
have a direct bearing on such occupations. This is parti-
cularly true of the short intensive t wo-year course, for 
which a certificate should be given, sta ting the a mount a nd 
quality of the work completed, or line of work for wh ich the 
s tudent has been prepared. 
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VOCATIOlJAL EDUCATION SURiillY OF MINNEAPOLIS, MINNE SOTA 
Made by the National Society for the Promotion of Industrial 
Education--December 1916 
Commercial training in Minneapolis is given in com-
mercial courses by the five public high schools and the Girls' 
Vocational High School, by twelve private business schools, 
by two Catholic schools, and by the University of Minnesota 
in its extention courses. 
The commercial training is of . a very high order 
and compares favorably with similar courses in other cities. 
Furthermore, there has been steady improvement in this work 
from the beginning. This study was undertaken with full 
recognition of the excellent results accomplished for stu-
dents able to give four years to a regular high school educa-
tion and preparation for business life. Its main purpose 
ws.s to learn what improvements and enrichments could be made 
in the present four-year course and what re-organization was 
needed to meet the requirements of those who cannot give four 
years to commercial training. 
Out of every 100 pupils pursuing the commercial 
courses, 24 withdrew, while out of every 100 pupils pursuing 
all high school courses 16 withdrew. This seems to indi-
cate that pupils in business courses drop out much more fre-
quently than college preparatory students, and that the com-
mercial courses should be arranged to give definite prepara-
tion in such practical subjects as stenography, typewriting, 
and bookkeeping earlier in the course for those who cannot 
give four years to further education. 
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The difference petween the commercial course and 
the other courses is for most subjects one of arrangement 
r a ther than subject matter. All the high school courses 
are so planned that pupils in the voca tional courses, by 
taking only a .minimum of vocationa l subjects and electing 
a larger number of colleg e prepara tory subjects may meet 
the entrance requirements of the university. 
The commerci a l course as outlined by the school 
authorities serves a t wofold purpose. The idea primarily 
is to prepare the. student for active business life. But 
a student who avoids the purely technical commerci a l sub-
jects and makes a careful selection from the optional al-
lowed may so nearly me e t the requirements of the Univers ity 
of Minnesota as to enter the university with but little 
ad ditional study. 
Certain important subjects are omitted from the 
course which the modern business world believes should be 
included. Sucoess · in modern business requires elementary 
tra ining in such important things as salesmanship, adver-
tising, banking, and knowledge of local business conditions 
and problems. Furthermore, since the days when the sten-
ographers notebook , the typewriter, and the ledger were all 
the new commercial worker had to understand the use of, many 
devices have been introduced which business men t hink the 
newcomer should know how to handle before going to work. 
Among these are the comptometer, dictaphone, adding machine, 
sten otype, multi graph, addressing machine, billing machines, 
telephone, and telephone switchboard. 
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The training of all the teachers in the commercial 
courses extends beyond the high school. Not many commer-
cial teachers have had much commercial experience. The 
sta.ndard for commercial teachers adopted by the board of ed-
ucation, April, 1915, is as follows: "Required--either col-
lege education with proper emphasis on the sub ject to be 
taught or high school education plus four years approved 
study; or high school education plus two years approved bus-
iness experience." A teacher must also have two yea rs 
successful experience in teaching, unless willing to be ap-
pointed as an a pprentice teacher to serve as an a ssistant. 
Preference is being given to candidates with actual commer-
cial and office experience. 
It is not enough that the content of a subject 
should be well-taught. 
value to the student. 
That content must be of practical 
Every teacher of bookkeeping , for 
instance, should know what the application of his teaching 
is g oing to be, and how much detail is necessary for a boy 
or girl about to enter a modern office, where at present 
there is so much subdivision of labor. It is the expressed 
opinion of business men and women, that greater correlation 
b etween different subjects and greater practicality in teach-
ing them are needed to make more effectiye the excellence of 
the high school commercial work. 
The aim and purpose of the cours e is to give both 
high school and commercial training to bo:>rs and girls able 
to s pend four years more in schoo~ after fini~hing the eighth 
grade. It has been arranged to meet the need which is felt 
for a course which will give the young people who take it 
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more general intelligence and a good general education, as 
well as knowledge of those studies which will enable them to 
get positions promptly and earn money after graduating from 
the high school. 
Thus far the high schools have made little provi-
sion for the young people who cannot or do not take the four-
year course in the secondary school. ~~ile high schools 
turn out a group of highly selected, well-educated, promising 
boys and girls, they have thus far left to private business 
colleges the commercial training of the type of pupils mak-
ing up the great bulk of cow.mercial workers, who nrust either 
go into offices entirely without training or get it at per-
sonal expense. Since the schools must meet the needs of 
all young people, they should introduce a short intensive 
business course for those who can remain only one or two years. 
During their final months of work commercial students 
should be given practical office experience that will test 
their business a bility and give them opportunity for ad-
justment to actual conditions of work. The schools must 
have constant contact with business through an advisory com-
n:ittee, and must provide in night sessions business courses 
that will give the training necessary for advancement to 
young people already at work. 
There are at present too many private commercial 
schools for the needs of the city. Their competition for 
pupils results, for certain schools, in a low standard of in-
struction and lack of ca reful selection of pupils. Con-
sidering the fact that these institutions are designed to ful-
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fill an educational need : without being under public control, 
it seems wise and just that a definite standard be established 
and maintained, with proper supervision by some public-spirit-
ed organization. 
The committee recognizes that the development of 
such qualities as initiative, self-confidence, willingness 
to assume responsibility, loyalty toward employer, and am-
bition for larger efficiency and success is responsible in 
a majority of cases · for any pronounced success in the bus-
iness world, yet it recognizee too,, that these qualities 
are much more difficult to impart or to inculcate than 
habits of doing work. It is recommended that all busi-
ness schools, private as well as public, give special study 
to these efforts and to all other methods which have proved 
helpful in achieving proper mental attitudes toward work as 
well as toward life, to the end that such methods as far 
as possible be incorporated into the system of business 
training. 
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REPORT OF TH!ii SURVEY OF THE PUBIJIC SCHOOLS OF PHILADELPHIA 
by The Pennsylvania State Department of Public Instruction 
1922 
The primary purpose of this survey is to determine 
the extent to which commercial education in the city of 
Philadelphia is meeting the requirements of the boys and 
girls of this great industrial center. To this end the 
following items in the study have been considered: 
1. To what extent is the necessary administrative 
support being given to commercial education? 
2. Have definite and proper aims been set up by t h ose 
responsible for this field of education? 
3. If such aims have been set up, to what extent are 
they being realized. 
4. Are the commercial courses adapted to the require-
ments of modern business? 
5. Are such courses differentiated for the benefit of 
boys and girls with widely divergent aptitudes and abilities, 
or a re they so organized as to permit of little vocational 
choice on the part of those who t a ke them? 
The city of Philadelphia ranks third in the United 
States in population. It outranks most cities in many lines 
of commerce. It occupies a plFl.ce near the top of the list 
of industrial cities in this great industrial country. 
Naturally a larg e number of boys and girls are seeking busi-
ness training. Of the total number of high school girls 
65 per cent are commercial pupils. Of the boys approxi-
mately 27 per cent are in this department. The fact that 
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many b oys take the technical and industrial courses and many 
more boys than girls go to college explains the preponderance 
of girls in the commercial department. 
In common with many other cities, Philadelph ia has 
attempted no adequate solution o·f this problem. To be sure, 
hi gh school commercial work, like all other kinds of high 
school work, 1 s pla ced under the genera l supervision of an 
associate superintendent who, because of the multiplicity of 
other duties and interests , and becaus e of a lack of prepa ra-
tion for, or experience in, this particular field of educa-
tion, exercises over it only a general and more or less per-
functory supervision. The associate superintendent has had 
no training for supervision of t hi s work. He does not know 
a single comrnercial subject intimately, while he does know 
much about the usual academic high sc h ool subjects which he 
supervises. He has never taught a commercial class nor come 
into contact with the problems of the business depar tment of 
any school through an intimate association with such a de-
pa rtment. The fact remains that Philadelphia high school 
comme rcial education is without any g eneral or purposeful 
direction and the necessary result is that each school is a 
law unto itself. 
There is an apparent unwillingness on the part of 
the administrative heads and many of the commercial teachers 
themselves, to admit the vocational character of commercial 
work. There seems to be a division of opi nion as to whether 
or not the primary objective should be preparat i on for bus-
iness or for further study. Again it may be said that there 
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is no crystallized sentiment on this subject which may be 
regarded as the Philadelphia policy. The tendency, however 
is, in the boys ' high schools, very strongly in the direction 
of preparation for further study as against prepara tion for 
useful employment. In the gi rls' high schools a different 
attitude prevails. 
It is apparent in the minds of boys and girls and 
p .> 
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their parents ~the 'tiJ'Ocational objective is clearly defined. 
Evidence of this f a ct is seen in the uplifted hands where-
ever classes are asked if they expect to use their vocational 
training vocationally; in the statement by principals that 
pa rents frequently protest against the requirements of so 
many non-vocational studies in the commercial course; in 
the fact that private schools in Philadelphia enroll about 
as many pupils for vocational business training as are en-
rolled in the high school commercial classes; and in the fact 
that nearly half of those who enroll for business training 
leave at the end of the first year, during which no business 
training of any vo·cational consequence is given. Commercial 
graduating classes show only a small tendency to go on to 
college. 
Therefore, in the further development of commercial 
educa tion it would seem to be the determination of a p olicy 
regarding aims a nd objectives that are to be the guides in 
this field of education; to recognize the apparent demand for 
vocational preparation; to establish courses of study that 
will definitely prepare for useful citizenship and a wide 
variety of commercial employments; and to abandon the idea 
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that the very significant group of students who dec i de l a te 
in their high school course to go to college s hould be pro-
tected from loss of time at the expense of the ninety-five 
or more per cent who have no thought of going b eyond the 
h i gh s chool. 
. 
It s h ould be emphasized that the kind of business 
trainin e; receiyed by these young provided by business schools 
is no more satisfactory from a vocational point of view than 
is t he work now offered in th e first t wo years of t h e high 
schools. The high schools should not offer in the first two 
yea rs such courses as the business schools offer b ecause these 
courses are not suited to the needs of the boys and girls who 
would tal<:e them. The high schools should offer a junior type 
of commercial education that will be at once basic for more 
advanced study and at the same time vocational prepa ration 
for those who leave at the end of either of the earlier years. 
All conunercial work in the modern office or store, 
requires a h igh degree of mental ability, a good stor e of 
general knowledge, and in a few positions a certain degree 
of manual skill. Therefore, no one can contend success-
fully that the technical subjects alone should be offered 
in our commercial curriculum. Boys and girls who are pre-
paring for business pursuits need the best possible command 
of English; superior ability to handle figure work; a thorough 
understanding of the demands of modern society and the his-
torical background for them; a certain degree of intelli gence 
regardin g the comm on forms of scientific phenomena with which 
we are surrounded and with which business men have to do; and 
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such familiarity with which ma t hema tics as may be acquired 
without defeating the aims of business training . In cer-
t a in part-time schools, cour s es of necessity may be limited 
to vocational training. 
It is strongly recommended that the ncommercial 
Departments" in the high schools be r egarded in their true 
li ght, a s schools for the training of b oys and girls for 
i~~ed i a te employment and future advancement. They a re un-
li k e sub ject departments such as, English, mathematic s, etc. 
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A' SURVEY OF COMMERCIAL EDUCATION IN THE PUBLIC HIGH SCHOOLS 
OF THE UNITED STATES 
by Leverett s. Lyon 
During the l a st thirty years the growth of com-
mercial education in public high schools has been so r a pid 
as to attract to itself increasing interest. The public 
high sch ool has become a formidable competitor of the pri-
vate commercial school in the field of business education. 
Not only does the so-called commercial work in the public 
high schools show tremendous strides when compared with the 
progress of the private commer cial school, but over the 
period of years since 1893 the increase in the number of 
students in the commercial courses has been out of all pro-
portion to the increa s e in the n~ber of students in high 
schools. Also the rate of increase of commercia l students 
has been greatly in excess of the rate of increase in the 
number of high schools in the United States. 
The high-school commercial course is still domi-
nat ed by heredity. It is still in the grip of its inher-
itance from the business colleges from which it so largely 
sprang. Brought into the secondary school world to com-
pete with private commercial education, fath ered in its 
begi nnings almost entirely b y the graduates of busines s col-
leg es, findi ng its ideals l a r gely in an i mitation of its com-
petitors, the h igh school commercial course has in great 
mea sure remained as it began--instruction in mechanical rou-
tine, a technical training course. Many characteristic s 
of business growth and chang e during the past fifty years 
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have been conducive to the persistence of this type of train-
ing . The tremendous expansion of business in that era i m-
measurably multiplied the demand for clerical performance 
wh ich was first met by the business college. 
Subordinate office positions have, under modern 
organization, been very considerably routinized. This has 
been accomplished by an intensive specialization in office 
work, comparable only to the division of labor in manufac-
turing processes. Thus the developing aspects of mod_ ern 
business have kept in the minds of busi·ness manag ers the need 
of clerical performance at the same time that increasine 
size, risk, and complexity have made industrial undertakings 
increasingly forbidding, if not impossible, to a great number 
of persons. 
Lawyears have seen new business subjects appear-
ing in the high school. High school commercial courses, 
beginning with bookkeeping , penmanship, and commercial arith-
metic, in imitation of the business colleg e , added in time 
stenography and typewriting, and have, in later days, res-
ponded to the more recent needs of business. Since the 
pressure for markets brought advertising and intensive sell-
ing methods into the daily thoughts of business men, ma rket-
ing matters have been reflected in the high school. 
All too many schools report no effort to correlate 
subjects having such intimate connection as salesmanship, 
commercial organization, and economics, or accounting, com-
mercial law, and business organization. The lack of cor-
relation also suggests a great waste of time and effort 
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from overlapping and duplication. The student who studies 
bookkeeping with no knowledge of business organization must 
gain a meager view, indeed, of the function of that science. 
If the function of accounting is presented in the class 
specifically devoted to that work, wa ste of time is certa in 
unless it is closely rela ted to the work done in business 
organization and commercial law. The same situation is 
true of commercial law, industrial history, economics, and 
civics. Unless there is careful correlation, perhaps 
more than is conceivably possible with the pres ent textbooks, 
there is much duplication. 
Electives for commercial students are, aside from 
the re quirements of the commercial course, usually quite 
open and free. It may well be contended that the commer-
cial stud.ent completing the technical work required of him 
may through the use of his free electives acquire a f a irly 
broad training. The miscellaneous and assorted fragments 
from which the student is permitted to choose is by no means 
certain to result in a well-balanced intellectual meal. 
More prescient elements are needed in training for bu s iness. 
But the real function of such elements can be accomplished 
only by definite requirements. 
There is need for different work for boys and girls. 
Almost no schools differentiate the courses for boys and 
girls, or offer s pecialized training to meet the demands made 
upon bo ys . Yet a large number of schools agree, and their 
b el ief is born out by other studies, that boys eventua lly 
perform quite a diff erent function in business than falls 
51 
to the lot of women. 
Commercial course graduates do not enter college. 
The trifling percentage of those who go on either for com-
mercial work or for other work is almost negligible. There 
is little in the commercial course at present organized to 
lead a child who does not come from a home interested in 
colleg e work toward the fields of higher education. In 
addition, commercial graduates are, very commonly, not pre-
pared for college. Universities will not accept, in many 
instances, the technical courses for college entrance require-
ments. This last matter is only another of the ways in 
which the commercial student is given a faulty training. 
In the technical training which it offers, the 
h i gh school commercial course is still in the grip of tradi-
tion. Although the cours es given have been considerably 
multiplied by business demands and as a result of the efforts 
of salesmen for textbook and machine companies, many features 
of the course are almost static. Courses are of every 
variety of length. They are lacking in standards. Sci-
entific methods for measuring the quality of work have not 
been developed, and, although teachers indicate a desire to 
use such tests as are available, there remains an unfortu-
nate lack of educational measurements. Requirements in 
technical subjects are based largely upon what school officers 
b elieve to be the immediate demands of business, with little 
rega rd for the more permanent needs of the student. 
The methods of schools in business teaching are 
weak, therefore, in that they are not instruments which have 
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been devised to accomplish definite ends. There is need 
for surveys and studies which will help to determine pur-
poses. There is need for a study of the functions of the 
high school commercial course in modern functionalized society. 
A survey of present conditions in secondary com-
mercial work leads one to op timism rather than to pessimism. 
The institution is alive, tremendously virile. The gi g-
antic gains in numb er of students, the interest of the public, 
the new courses which are being constantly introduced and the 
d ernands for commercial teachers, all give evidence that the 
waters are stirring. No l ess clear is the need for reor-
ganization; perhaps better f.or guidance in development. 
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GENERAL CONCJ.JUSIONS ARRIVED AT THROUGH THE STUDY OF TILE 
DIFFERENT SURVEYS 
All education given by the public schools must be 
in sympathy with the best-known ends of public education. 
This statement holds true regardless of the course to which 
it may be applied. No course of study in the American 
public school, however vocational its character, can, if it 
omits education the kind needed in a democracy, be anything 
but a misappropriation of public funds. The administra-
tive awakening to the need of determining with definiteness, 
the goals of public education is coming surprisingly late. 
In the world of economic production it is axiomatic that 
nothing can be done until it is decided what products are 
to be turned out; but in the field of public education we 
have in large measure been building and organizing our huge 
plants and operating them full blast without having definite-
ly predetermined the k inds of products which we are going to 
turn out. This is shown by the comparative matter between 
census data and vocational surveys presented in this thesis. 
These surveys have been a means of obtaining ac-
curate results in order to suggest the revision of the com-
mercial curricula according to the needs of business and the 
individual studying for business. The following are the 
basic purposes under which each survey was made: 
1. That the requirements of business with reference to 
commercial employees may be better understood by the local 
educational authorities. 
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2. That the commercial courses now being offered by 
the schools may be more thoroughly understood by the business 
men who are in a position to pass intelligent judgment of 
their merit. 
3. That such changes in the present course of study as 
may seem necessary after careful consideration, may be made 
upon the recommendation of the co1nmittee making the survey. 
4. That in business training as in industrial train-
ing, the educational authorities and business men may con-
tinue to co-operate with each other to the end that more 
efficiently trained young people may be available when cler-
ical help is required. 
The rapid extention of public education to include 
the so-called "Vocational" interests and activities raises 
important problems concerning the social aspect of sucll 
education. These problems are well illustrated by commer-
ci a l education. 
There are two independent and often contradictory 
conceptions of commercial education. We may call one the 
private view, aryd the other the public view. The former 
of these is much the older; it had a vogue 1 ong before any 
of the public schools attempted to supply commercial educa-
tion. The fundamental postulates, those that differentiate 
it from the public view, are as follows: 
1. As to society, life is a competitive struggle for 
individual advantage; success is for the few who attain the 
advantage. 
2. As to commerce, business is carried on for profits; 
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success is measured by the amount of profit. 
3. As to education, training prepares for success, 
and it is therefore worth getting, even at a temporary sacri-
fice. 
4. As to the individual, he vvho is prepared, wins; he 
who is not, loses. 
Under .this view the private dispenser of education may offer 
to tra in for sciccess, by inculcating habits, technique, in-
formation, power, and so on--all values that give advantage 
oyer those who have not these habits, powers, etc., and thus 
lead to success. 
The fundamental postulates of the public view of 
co~mnercial education may be s tated as follows: 
1. As to society, life is an organized enterprise to 
overcome obstacles to human welfare, and to promote the com-
mon advantag e wherever possible. 
2. As to commerce, business is s ervice organized for 
the more effective and more economical distribution of goods 
and services ov er an ever enlarging area of the earth, and of 
human interest. 
3. As to education, training prepares for better ser-
vice, and so for more satisfactory living. 
4. As to the individual, those who are prepared serye 
better, in proportion to their preparation (native differ-
ences being beyond control and accepted without prejudices). 
Under this view the public school may offer to train only 
for types of service that are recognized as of public or 
general use, by inculcating habits, technique, information, 
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power and ideals that make for proficiency, adaptability and 
satisfa ction in service. 
The welfare of the individual, no less than the 
welfare of the community, requires tha t significant superior-
ities be cultivated and that irremediable inferiorities be 
disrega rded. To have the schools turn out t he kind of b oys 
and girls that the business man wants means not only tra.i n-
ing for the k ind of workmanship that business exp erience 
shows to be needed or desirable, but it meane the further 
the inculcation of certai n attitudes toward property and 
government, of certain theories concerning rela ti ons between 
employers and workers, a certa in scheme of values--in short, 
it means indoctrinating the rising generation with a whole 
philosophy of a special class. 
The cormnunity is interested in having each indi-
vidual train ed for his op timun productiveness, in terms of 
s o cially desirable v a lues. It is not interested ei t her 
in enc oura g ing its least sc rupulous or in handicapping its 
leas t business-li ke children. 
So long as our commercial education remains in 
private control we ca n at most undertake to regulate the 
"morals " or "standards" of the instruction. But the mo-
ment t h e public itself takes a hand in comrnercial education, 
it b ecomes incumbant u pon the agents of the public-commis-
sioners , instructors, educators, professors--to justify 
th eir work in terms of social service. 
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COMPAHATIVE ANALYSIS BET·vmEN CENSUS DATA AND SURVEY RESULTS 
A glance at the tables in the census reports which 
show the diversification and proportions of employment dis-
closes that a preponderance of our workers are engaged in 
trade a nd industry. Education's· most pressing obligation 
is to prepare those who are to enter the s e fields to solve 
better the problems involved in the management, development, 
and progress of business. Never before have industry and 
business bid hi gh er for skill, new method~, and a better 
organization. That this has been recognized is s h own in 
a most g ratifying adjustment in educational forces. 
It is the duty of leader s of educational policies 
to decide upon the subjects a nd their places in the curricula, 
the qualifications of teachers, the methods of instruction , 
a nd to supervise and co-ordinate the s e f ac tors. Many of 
the needed subjects have already found places. 
exyeri en ce are bring ing further i mpr ov ements. 
Time a nd 
A warning s hould be s ounded. again s t undue emphasis 
upon the purely informational aspects of education for busi-
ness. Piled up knowledge alone does not make for success. 
The lcn owledge must be accompanied by an a-bility to wei gh, 
judg~, and understand circumsta nces and a force of character 
strong enough to direct. Those phases of education , then, 
which have as their aims the development of superior tastes, 
qualities, and morals should be . retained. 
If commerci al education is to play its legitimate 
part in the field of~ooati onal training, it must be set up 
in terms of vocational occupations which shall include all 
58 
vocations that have to do with the administrative and dis-
tributive phases of business as distinguished from the manual 
or productive ones which comprehend all industrial occupations. 
This has been done in this study by seggregating these occu-
pations from the other occupations in the census and comparing 
it with actual survey results and recommenda t ions, in seven 
large cities and one general commercial ·education survey of 
the United States. 
In t h e light of this interpreta tion it is no long-
er possible to think of c ornmercial courses in terms of book-
keeping and shorthand only . It i s necessar y to determine 
very definitely the vocational needs in each locality and to 
provide a typ e of training that will meet these needs most 
satisfactorily. Local surveys will be necessary if the 
needs peculiar to each locality are to be di scovered and 
provided for. While in a general way commercial needs are 
more or less alike in different places, it is true that 
co~nercial devel opment in any given c ommunity may be such as 
to call for specialized training that would not be needed in 
other conwunities. 
The recommenda tions at the end of each survey cor-
r el a te very well with the actual census da ta as to what the 
business man wants. Every survey recommended severe ad-
jusunent s and the standards of commercial education are as 
yet far from that to which we aspire. 
An analysis of the comraercial positions held by 
boys and girl s in any city will reveal t he fact that eighty 
per cent of the commercial workers are employed in occupa-
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tions other than those most commonly provided for in commer-
cial courses (Lyon). Many of these positions are of a more 
or less technical cha racter and can be held successfully 
only by tho s e who have been trained for them. Such train-
ing may b e secured through p rovision for it in local schools, 
or it may be obtained through experience on the job. The 
one essential thing is that it shall be obtained somewhere 
before any l a r g e measure of success can be achieved. 
Both sauces s h ow us that another very important 
factor t ha t must be g iven more weight in the organization of 
commercial work is the age factor of boys and gi rls who ar e 
available for this training. It has been common practice 
to provide the same kind of courses for students of varying 
ages regardless of th eir capacitie s to profit by them. 
In constructing the commercial curriculum we must 
adhere to the c ensus reports of the community in which we 
are educa ting our b oys and girls for business and good citi-
zenship. It is well for the d irector of commercial edu-
cation in adjus ting h i s curriculum to have a local survey of 
the demands of business mad instead of following the old 
stereotyped traditiona l commercial course. 
The tables shown herein is an ana lysis of commer-
cial occupa tions for which the ~igh school can tra in direct-
ly or indirectly. Although this source of d a ta ha s been 
used in very few cities for determining their commercial 
education program it is hoped that this means will henceforth 
be resorted to by our edu ca tors as a real source of help. 
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SUGGES TED P ROGRAM FOR co:MMERCIAL EDUCATI ON 
An adequate approach to education for busine s s in-
volves a careful examina tion of two matters: First, we must 
d e termine the purpose of business education. We must as-
certain objectives, ends. We must ask and answer, Wha.t 
is the t ask or function of education for business in soceity 
as it now exists? Later we may organize appropriate 
studies as "means". But to try to plan a curriculum be-
fore we know it s purpo s e is unavailing. It is as useless 
as to set architects to work to design a building with out 
stating the use to which the structure is to be put. 
Specialization for business ought to begin in the 
high school period, because commerce does not require tech-
nical proficiency of such large extent as the professions, 
and becau s e the pursuit of general culture can go hand in 
hand with the s tudy of' technical commercial subjects with 
decided benefit to the latter. Higher and narrower spe-
ciali zation is in place only in the university school of 
commer ce, when the student with the aid of his practical 
experience has decided in what particular field or busines s 
he will make his object of special endeavor to excel. 
The planning of the commercial curriculum requires 
a pers on who has the broad vocational outlook, as well as 
a deep view of the philosophy of education; one who under-
stand s how to blend the practical with the disciplinary ele-
ments in education , so as to secure the l a tter without sacri-
ficing the former. Perhaps no indi vidual is compet ent to 
carry out a difficult task of this kind, without the advice 
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and co-operation of representatives of all departments. 
And the advice of these specialists will be worth while only 
to the extent to which they, too, have the vocational view-
point. 
So many subjects press for attention to be admitted 
into the curriculwr-, that it becomes as much a question of 
what subjects we shall admit with the greatest advantage , as 
what subjects we can exclude with the least advantage. 
This problem should be adjusted by the wants of business and 
the individual should be given a freedom of selection from 
these wants of business. 
Observers are aware of the high percentage of s tudents 
who drop out of school before graduating. It is estimated 1 
that of a hundred students entering the various courses of a 
high school fewer than twenty-five remain until graduation. 
To meet this condition the high schools are endeavoring so to 
arrange the sequence of their work that each student who 
drops out will have something of mark etable nature to sell in 
society's market. Elementary courses in clerical work , fre-
quently termed, "junior bu siness practice," are found_ in the 
first year. The student who leaves at the end of this year 
thus has a knowledge of such things as messenger work, busi-
ness calculation, bills, invoices, and ~oundations of banking 
practice, as well as the ability to write a fair business 
hand. Possibly during the second year a skill in type-
writing is added.. The end of the third year may find him 
acquainted with bookkeeping. By the time the student is 
ready to graduate he has had instruction in more advanced 
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features of business duties. 
In the future it is quite likely that differentiated 
business training will be given to boys and girls. While 
boys and girls are employed for similar work at the outset, 
later promotions tend to draw them apart. Their ul time.te 
job objectives may suggest specially adapted cours es for 
either group. At any rate, special vocational training 
for boys is needed earlier in the curriculum than it is for 
girls. For example; girls will not be interested in the 
Shipping Clerk Course and boys can sca rcely be expected to 
elect the Dictaphone Cours e . High schools have been re-
quiring boys and girls to take stenography and typewriting 
in their commercial course. Although the census shows 
there a re many more men than women working in the commer-
cial word, there are 50,410 male stenographers and typists 
and 564,?44 women stenographers and typists in the United 
States. This illustration alone suggests differential 
business education for boys and girls. Every att empt 
should be made to meet the individual as well as the group 
needs of all boys and girls in business education. 
After all that is said about the commercial high 
school, the only prevocational function which still devolves 
upon it is to bring the school in closer touch with the bus-
iness community. · There are at least two reasons for this' : 
first, it must make the theoretical work in the school con-
cret and applicable to real business conditions; second , it 
must make it easier for the graduate to adapt himself to 
his vocational surroundings, with the least possible waste of 
effort. 
In order to have a definite line along which we 
can inaugurate a particular system of co-ordination between 
the business and the school, we must study what has been done 
along these lines in the industrial world. There are two 
systems that have been installed in different communities, 
the co-operative system and the continuation system. 
It is the duty of the school to come in closer 
touch with the business community in order to correlate theory 
with practice and make it easier for the gaduate to adapt 
himself to his vocational surroundings. The ways of bring-
ing the business into the school are by the use of standard 
equipment, model offices, the miniature store, and addresses 
or courses of lectures. The ways of bringing the school 
into business are by organized observation trips to business 
houses, by continuation classes in business places and depart-
ment store, by part-time instruction in the day or evening 
schools along the line of the students' vocation. 
To be admitted to the curriculum, or to be retained 
in it, a subject of study· or a topic within a subject must 
stand the test of both individual and social function. It 
must be capable of meeting present needs in the unfolding 
lives of pupils as well as having some sort of value to so-
ciety. Subject matter is liberalizing if it sets free the 
powers and possibilities of the self and gives the student a 
generous basis for understanding and appreciating the 'l:vorld 
in which he lives. It is vocational if its main function 
is to fit for an occupation. The same subject may be lib-
eral for one and vocational for another. 
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One of the most i mportant uses of the curriculum 
is to test the capacities,. a ptitudes, a nd fundamental inter-
ests of pupils--to help them to find thems elves and their 
adaptation to the work of life. Hence it ought to be pos-
si bl e to change a course of study for any pupil at any time 
when it is mad e perfectly clear that he is in what might be 
ca lled a "blind alley" for him. 
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SUM1MRY 
By secondary commercial education it is understood 
that training of the seconda ry school, direct and related , 
the airn of which is to equip young people for entrance into 
business life. Assuredly those going into business are 
entitled to an education, ·which, so far as possible, will 
give breadth of view and universal interest, as well as fac-
ility in performing some specific task in the business world, 
Secondary commercial education can should be made liberal, 
and at the same time prepare for some branch or branches of 
business • 
. This has been a study with two sources of da ta, 
namely; vocational, industrial and educational surveys; and 
an analysis of occupations from the United States Census 
of 1920, by which commercial education must be guided in con-
structing its curricula according to the needs of business 
a nd the needs of the individual aspiring to a business 
education. 
The surveys show us tha t the high school commercial 
cours e is still dominated by traditional subjects of the pri-
va,te commercial schools, the first eli spensers of commercial 
education. It is the training of ste.nographers, b ookkeepers 
and clerks for general office work, These two functions 
have heretofore been regarded as the full obligation of com-
mercial education. This study indicates quite thoroughly 
that this limiting of cormnercial education to the prepara-
tion of bookkeepers and stenographers is not the best form 
of training for boys and girl s alike. 
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It appears from thisstudy that the opportunities 
for a broader training on the one hand and the demand of 
business for young men on the other, a re sufficient grounds 
for urging that boys be given a broader conmercial educa-
tion. 
The commercial courses should be arranged to give 
definite prepa ration in such practical subje cts as will be 
required of anybody who expects to do commercial work in 
that community, earlier in the course for those who cannot 
give four years to f urther education. Some cities have 
made special arrangements for a two-yea r course wher eby those 
students who cannot remain throughout the four-year course, 
may b e prepared to enter business without being handicapped 
by lack of completion of the four years. In general, each 
year of study in the course should be a separate unit and if 
a boy or girl is compelled to leave a t the end of a ny yea r, 
he or she will feel that they have something to offer to the 
business world. 
The commercial courses and schools suff er from a 
scarcity of teacher s having cormmer~ial experience a nd active 
i nteres t in commercial education. Some cities are requir-
ing tha t tea chers have a certain number of years of p r ac ti-
cal experience in business in lieu of teaching experience in 
order to be able to teach in their city. 
Co-opera tion bet we en business houses and commer-
cial courses and schools must be established for the prac-
tical as well as the t h eoretical training of the pupils. 
There are at l.east two reason for this: First, it must make 
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the theoretical work in the school concrete and applicable 
to real business conditions; secondly, it must make it 
easier for the graduate to adapt himself to his vocational 
surroundings , with the least possible waste of effort. 
Already the broadened commercial education has 
addressed itself to the task of tra ining for service in 
the community, for participation in social life, and for 
knowledg e of, and ability to adapt one's self to business 
as a whole. Such subjects as economics, business organ-
i zation, advertising, salesmanship, and store practice 
. 
are relatively new and yet in their entirety they make a 
new purpose of business education comparable with, if not 
more important than stenography and bookkeeping, as shown 
in the census analysis. 
Young people trained for the broader and more 
professional a spects of commercial life have every prospect 
of finding for themselves highly useful places in business 
as they demonstrate their fitness for more responsible 
duties. 
There is need for more specialized co~nercial 
education surveys . No attempt should be made to remedy 
or construct a curriculum for commercial education \rithout 
a thorough survey made of local demands and needs for such 
educa tion. By doing this we meet both the neects and 
wants of business and the individual being educated for 
business. 
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